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An AICPA publication for the local firm
DAY TO DAY OPPORTUNITIES FOR PRACTICE DEVELOPMENT
One of the topics often discussed among CPAs is 
practice development, i.e., how to develop new 
business. CPAs want to know how to find prospec­
tive clients—what organizations to join to meet 
them and how to get opportunities to sell their 
firms and services. However, it is very likely that 
the best opportunities to develop new work are 
not in obscure places but are right under our 
noses.
Several studies that I have conducted among 
successful firms indicate that their present clients 
not only provide about 50 percent of their new 
work each year but are also the firms' best referral 
source for new business.
Two of the most difficult tasks in new business 
development are making contact with prospective 
clients and gaining their confidence. With present 
clients, we are already over both hurdles. All we 
have to do is identify present clients' needs, and 
match those needs with our ability to provide the 
services. Generally, the loss of clients can be 
traced to the fact that their needs were not met. 
So, if we put the emphasis on meeting these needs, 
we will not only retain the clients but will develop 
new business as well.
Concentrating practice development on present 
clients has an additional edge in that it gives every 
staff member the chance to participate. All that is 
needed is a little training for staff people and per­
haps a few aids to guide them in the identification 
of problems. (See “Training for Practice Develop­
ment’’ in the March 1979 issue of the Practicing 
CPA.)
The scope conference (or pre-engagement con­
ference for new clients) provides an opportunity 
to discover unmet client needs. For example, the 
discussion of a recurring engagement, such as tax 
return preparation, lets the CPA explore other 
problems the client may have in the accounting, 
tax or systems areas. Most clients are more than 
willing to discuss their problems with a CPA who 
will listen and, guided by a few probing questions, 
will generally identify enough new work to keep 
several staff people busy for quite some time.
Additionally, these conferences allow us to dem­
onstrate an interest not only in the strictly finan­
cial or tax concerns of business people but also in 
the overall business operation. They are an oppor­
tunity to show that accounting is not an end to 
itself, but is a means to greater business profits. 
They let us take off our green eyeshades and dem­
onstrate that we understand how production, 
marketing, administration and other areas are 
interrelated and are part of the bottom line. And 
they let us show how these areas can be coordi­
nated with tax and financial considerations. In 
these discussions, matters that may need atten­
tion, such as inventory levels, capital investment, 
cash flow and receivable controls come to light.
Most of us have a lot of checklists which we use 
in connection with audits, reviews, compilations, 
tax return preparation and other routine engage­
ments.
Many of these checklists identify where account­
ing systems could be improved or what has be­
come obsolete as a result of the firm’s growth, etc. 
—all prime areas where the CPA can be of addi­
tional help to a client.
What’s Inside ...
□ Guide to income averaging for 1979, p.2.
□ Some unanswered questions, p.3.
□ Those colored stickers, p.3.
□ How to get out of your own way, p.4.
□ A program of professional development for new 
staff, p.6.
□ Different location for Quality of Life Seminar, p.6.
□ Checking up on charities, p.7.
□ Income tax workshop on videotape, p.7.
□ Annual index, p.7.
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In the routine closing of a client’s books at year­
end, it is a simple matter, and not too time con­
suming, to build in a client review of operations. 
This might include a year-to-year comparison of 
selected financial ratios to show trends or to pro­
vide an indicator of problem areas. In many cases, 
standard industry ratios are available for com­
parison. Clients appreciate this added attention 
which can help change their notions of CPAs being 
expensive necessities to ideas of our being integral 
members of the profit team.
Another procedure that often results in addi­
tional work is for the CPA to conduct a simplified 
long-range planning session with the client. A 
discussion, lasting perhaps an hour, on topics such 
as where the business is headed or what new prod­
ucts will be introduced or if any new offices will be 
opened this year can be very fruitful.
The client’s responses may suggest the need for 
modifications in operational reporting, a revision 
in the general ledger structure, implementation of 
accounting controls for new branches, inventory 
controls, cash flow analysis, upgrading EDP equip­
ment to handle increased volume or other changes. 
These needs can become engagements for the firm.
Most of us have the tax preparation process 
down to a routine. Once the interview begins, we 
charge methodically through this routine, avoid­
ing interruptions, until the return is signed.
In our practice, so as not to miss the many busi­
ness development opportunities that come up, we 
added a check-off section to the tax routing sheet 
that lists many tax-saving areas that most often 
apply to our clients. As the return is being com­
pleted, pension and profit sharing plans, incor­
poration, estate planning, compensation planning, 
T and E documentation or other areas that need 
attention are brought to mind and noted. This sec­
tion of the tax routing control sheet is detached by 
the person assembling and billing the return, and 
placed in a tickler file ready for attention after 
the tax season.
So, we find that in our day-to-day contact with 
present clients we have overcome two most diffi­
cult selling hurdles and have eight hours a day in 
which to develop new business. All we have to do 
is be alert to the opportunities and be, perhaps, 
a little creative. We find that the real opportunities 
for practice growth are not in obscure places; they 
are indeed right under our noses—all day, every 
day.
-by Charles B. Larson, CPA 
St. Joseph, Missouri
Guide to Income Averaging for 1979
The following table sent in by Larry Blake of 
Dodge City, Kansas, provides a handy guide for 
determining whether income averaging could re­
duce taxes for married persons filing a joint re­
turn:
You cannot save You must have this 
taxes in 79 unless 79 income to 
your 79 income is save at least 
















215,400 Income averaging not available
Though your computer preparation service will 
make this calculation, you may find the table use­
ful for “ball park’’ tax planning discussions with 
clients. Note that in computing income, you must 
increase the base period income for pre-1977 years 
by your client’s 1977-78 zero bracket amount.
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Questions for the Speaker
Question and answer sessions are an integral part 
of the AICPA’s management of an accounting prac­
tice conferences. At these conferences, each pre­
sentation, lasting just under one hour, is followed 
by an informal roundtable discussion period of 
75 to 90 minutes. The groups of seven to eight par­
ticipants, from similar-size firms, discuss the pre­
ceding topic, relating it to problems or situations 
in their own firms, and submit at least one ques­
tion for response by the speaker and other mem­
bers of the panel.
Usually, all questions are responded to before 
the conference ends. However, the conference on 
partnerships at Philadelphia in September pro­
duced so many questions that this was impossible. 
(The question and answer session was also rated 
the most effective part of the whole conference by 
the participants.) In coming months we will pub­
lish the remaining questions and some responses 
by various members of the AICPA MAP committee 
which organizes the conferences. Here are two 
questions with responses by Edmond L. Smith of 
Marshfield, Wisconsin, and James B. Downey of 
Santa Fe, New Mexico:
Question: Have you (or your firm) used an outside 
consultant to develop management pro­
cedures such as evaluation, partner 
compensation agreements, etc.?
Do you feel that this is a good way to 
face these problems or projects in a five 
or six partner firm?
Smith: My response to the first part of the
question would be, "No, not so far.” 
In answer to the second part of the 
question I would say, "Yes, provided 
that the consultant has sufficient 
knowledge as to the nature of a CPA 
firm, its makeup and how its require­
ments differ from other types of organ­
izations. The observations of an outside 
expert could be useful regardless of the 
size of the firm.”
Refer to “The Shoemaker's Children" in last 
month’s Practicing CPA, for some ideas on how a 
consultant can help in practice management.
Question: Please discuss Hale-Dorn or similar 
compensation arrangement with val­
ues assigned to
(1) Source of client.
(2) Responsibility for work.
(3) Work performed.
Downey: I would personally assign a low value 
to work performed and a high value to 
source of client and responsibility for 
work. However, the important thing to 
remember is that all partners are not 
alike. You must find a niche for each 
partner, and evaluation should be 
based on performance within it.
At the time of your partner evalua­
tion, partners should set goals which 
relate to their particular niche, and 
which are compatible with the goals of 
the firm and are approved by the firm. 
A business development partner who 
sets a goal of $80,000 in new business 
and only obtains $2,000 would receive a 
lesser share of the profits than a work­
ing partner who set his goal at 1,800 
chargeable hours and actually had 
1,850.
The above is the extreme situation. 
Ideally, your partners would all do 
some of each of the three items in the 
question. However, the amount of each 
would vary widely among partners.
We encourage readers to respond to these ques­
tions (and to those in the liability case studies in 
last month’s issue of the Practicing CPA) or to 
comment on the answers given. Do you agree or 
disagree? How do you handle the situations in 
your firm? We would like to publish responses for 
the benefit of other practitioners.
C D S 3
Have you been mystified by those brightly colored 
stickers with a letter or a number printed on them 
that the post office sometimes attaches to envel­
opes? They seem to come in particularly luminous 
shades of yellow, orange or green.
The post office says a sticker indicates that that 
envelope was the top one in a bundle to be de­
livered to a certain area. A few of the stickers you 
might occasionally see and what they signify are:
C All going to the same city.
D All going to the same ZIP code area.
S All going to the same state.
3 All going to the same large sorting area and 
having the same first three ZIP code num­
bers.
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Achieving Your Potential (Part II)
Habits are part of our subconscious and if we are 
to free ourselves to do new things, we need to 
evaluate them to find out which habits are no 
longer relevant. The fact is that habits which make 
things easier for us may also keep us from grow­
ing.
We can all think of times during our lives when 
we subconsciously avoided situations because they 
made us feel uncomfortable. At school, for exam­
ple, who cannot remember burying his or her face 
in the desk trying to look busy, or even hiding be­
hind it to tie a shoe when the teacher was about to 
call upon a member of the class to answer a ques­
tion? This type of behavior is known as creative 
avoidance. We avoid situations in this way because 
of attitudes we have developed, even though we 
probably don't know how we formed such atti­
tudes in the first place.
Building our own self-images
Our self-images are the accumulation of all the 
thoughts, attitudes and opinions that we have per­
ceived and stored about ourselves. This subcon­
scious picture controls how we think and perform.
Basically, our self-images are built from self­
talk—the constant conversations we have with 
ourselves as we judge and interpret our experi­
ences. This is because our habits and attitudes are 
formed in our subconscious minds by three-dimen­
sional feedback from our self-talk—words, pic­
tures and emotions.
We think in this three-dimensional form. When 
we are born we first think with emotion, then with 
pictures. As adults, we think in pictures and words 
that trigger emotions. However, one thought does 
not build an attitude. Rather, an attitude results 
from the accumulation of thoughts.
We don't need to hear statements or experience 
events over and over for them to be recorded as 
true information on the subconscious level. Every 
time we vividly imagine an experience, it is stored 
in the subconscious as reality. It is as if we were 
reliving the experience because the subconscious 
cannot distinguish between something real and 
something we imagine as real. Imagination x 
vividness = reality in the subconscious (I x V=R).
The result is that self-talk has a powerful impact 
on the building of either a positive or a negative 
self-image, the self-image not necessarily being the 
truth but what we imagine to be the truth. Self-talk 
is one aspect of our lives over which we have total 
control; therefore, by controlling self-talk we can 
take command of our lives in many ways.
Our attitudes are extremely important in the 
development of our potential. (Psychologists es­
timate that we use only about 10 percent of our 
potential.) Obviously, we don’t have any attitudes 
when we are born, but as we begin interacting with 
our environment, “experts” such as brothers and 
sisters, parents, teachers, etc., evaluate what we 
do and say, and our self-talk records their opin­
ions. Negative and positive thoughts accumulate 
like weights on one side or the other of a scale— 
an attitude is formed and we lean either towards 
or away from something.
The problem with this process is that we assume 
that what we hear from other people really is the 
truth. It may not be. But, if we form a negative 
opinion of our abilities to do particular things, we 
won’t seek out the skills needed to accomplish 
them. The picture we have of ourselves will make 
it difficult for us to utilize our potential.
Here’s an example of positive and negative ex­
pressions that illustrate the three-dimensional 
feedback process. You might like to make a similar 
list (five or six of each) for yourself.
Words Picture Emotion
'Great job” See self as Experience
successful personal 
satisfaction
"That's stupid” See self as Experience
incompetent feeling of failure
By programming positive self-talk into the sub­
conscious, we can modify our current self-image. 
This modification will control our performance 
reality and give us a powerful technique for utiliz­
ing our true potential.
A two-week investment in personal development
The following exercises will allow you to mea­
sure your own self-image. If you do them every day 
for two weeks, you will be able to recognize where 
and how you habitually say negative or irrational 
things to yourself, and recognize how to change 
your self-talk in ways you consider appropriate.
Each day ask yourself the following questions 
and write down the answers.
□ Did I at anytime today feel uncomfortable 
or out of place?
□ Did I notice any bodily sensations that might 
indicate uneasiness, such as increased heart 
rate, moist hands, tightening in the stomach, 
headache, lump in the throat or irregular 
breathing?
□ Was there something that I avoided doing?
□ Did I feel angry, unhappy or have some other 
unpleasant feelings?
If you answer yes to any of the questions, write 
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down as objectively as possible the circumstances 
under which you experienced such feelings. Recall 
what you were saying to yourself in each situation. 
If you can’t immediately remember what your self- 
talk was, recreate the situation and your feelings 
in your mind, and listen to what you were saying 
to yourself.
Ask yourself what emotion you were experienc­
ing in each situation. Sometimes your emotion 
may be obvious to you, but at other times you may 
be aware only that you felt slightly uncomfortable. 
If you were uncomfortable and don’t know why, 
ask yourself:
□ Was I unhappy with my own behavior or 
with some other person, thing or event?
□ If it was my own behavior, did I feel stupid, 
guilty, inadequate, immoral, hypocritical or 
weak?
□ If it was something outside myself, did I feel 
angry, resentful, jealous, frustrated, right­
eous, sad, unloved, disapproving, afraid, de­
pendent, worried or defeated?
At the end of the two-week period, look over the 
situations, the self-talk and the emotions you have 
recorded to see if there is a pattern in your reac­
tions to certain events. See if you are telling your­
self things that keep you from doing what you 
want to do, and consider what you would like to 
tell yourself instead. Decide what positive affirma­
tions you could make to combat your negative self­
talk.
When you find yourself in a situation you know 
is going to make you uncomfortable, you will now 
be able to recognize your negative self-talk and 
substitute the appropriate affirmation. At first you 
will have to be on the alert and consciously avoid 
negative self-talk, but with practice the affirma­
tions will come effortlessly as your self-image 
changes to reflect your goals.
Comfort zones
How we value ourselves and how effectively we 
do things are determined by the current image we 
have of ourselves and by a matching comfort zone.
Just as a thermostat controls room temperature 
by turning the heater on and off whenever the 
temperature is a certain amount above or below 
the thermometer setting, a subconscious picture 
(the setting) regulates our behavior to keep us 
within certain limits of how we see ourselves.
If we move out of this comfort zone (above or 
below), we experience stress and anxiety and get 
a feeling of being out of place. We are unable to 
think or act as we normally do, and develop a 
strong desire to get back into the old comfort zone 
where our self-image makes us feel we belong.
A comfort zone is an effectiveness zone. We be­
come awkward when we try to change our habits 
and are out of place—that’s why children trip over 
themselves or sit on their lunches when they first 
go to school. We become tense when we are 
different from what we expect, and rationalize our­
selves back to where we think we belong. Some of 
the physical results of leaving a comfort zone are 
that
□ Breathing becomes more difficult.
□ Muscles in neck and shoulders tighten.
□ Knees get shaky.
□ Heartbeat increases.
□ Vocal cords tighten; voice becomes high or 
cracked.
□ Stomach secretes extra digestive juices—this 
can result in ulcers.
□ Perspiration increases.








Based on past experience, I see 
myself as a poor public speaker 
(my reality), and 
speaking to a large group puts 
me out of my comfort zone. 
When I attempt to speak at a 
club luncheon, I am not acting 
like my subconscious image of 
myself, so my creative subcon­
scious makes me get back to 
where I belong.
The flow of information is cut 
off from the subconscious— 
my voice cracks, I lose my poise 
and confidence and forget my 
speech.
I knew you would blow the 
speech, you always do. That’s 
just like you.
As an exercise you might like to list four or five 
areas in which you can clearly see how your self­
image and comfort zone match each other, and 
four or five areas, activities or situations where 
they do not.
The important point to remember is that we are 
all regulated by a picture of ourselves, not by our 
potential. So, don’t try to be different from your 
picture—change your picture.
This article is based on material supplied by The 
Pacific Institute, Incorporated, Seattle, Washing­
ton. It is the second of several features giving in­
sights into why we think, feel and act the way we 
do and providing tools necessary to make the 
changes we wish to make in order to achieve per­
sonal, family and business goals.
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Professional Development Seminars 
for New People
Ours is a local firm with a professional staff of 
approximately 32 people. Each year, we add be­
tween 2 and 5 individuals at entry level staff posi­
tions. In order to aid their professional develop­
ment, we started a system of one-hour seminars 
two years ago.
The purpose of these mini-seminars is to
□ Acquaint new people with our firm's method­
ology.
□ Apply the theoretical approach offered in 
many of the accounting textbooks to actual 
client situations through problem solving.
□ Provide an atmosphere for learning which 
will be integrated with on-the-job training 
for a more rapid development of the staff.
Two one-hour seminars are held every other 
Monday morning, the program beginning on the 
first Monday in July and continuing through the 
end of the year. Approximately 30 topics are cov­
ered—a listing of this year’s offerings is shown 
below.
Topics for 1979 Mini-seminar Program
Jul. 9 How an accounting firm functions. 
Payroll tax workshop. Applications for 
newly formed businesses.
Jul. 23 EDP orientation and chart of accounts. 
Real estate partnerships and how to 
read an escrow statement.
Aug. 6 Why incorporate? What to do when a 
client incorporates.
Subchapter S corporations.
Aug. 20 Business valuations.
Reports on APB and FASB.
Sept. 10 You and the team approach to public 
accounting.
Retirement plans.
Sept. 24 Explanations of tax returns and due 
dates.
Work paper preparation (part I).
Oct. 1 Work paper preparation (part II). 
Financial statement presentation. Writ­
ing footnotes and opinions.
Oct. 15 Advantages and disadvantages of profes­
sional corporations.
Sales tax, franchise tax and personal 
property tax.
IRS examinations.
Oct. 29 Approach to certified audits.
Nov. 12 Business use of life insurance.
Personal financial planning.
Nov. 26 Explanation of 1040 forms. 
Lease vs. purchase.
In order to ensure attendance at these seminars, 
new staff people are not assigned any client work 
on the dates selected for the training session, and 
staff members who are interested in reviewing the 
topics are also invited to attend. Since the list of 
topics is posted in June, there is ample time in 
which to arrange staff members’ work schedules.
Because our firm is heavily in tax and accounting 
services, we gear the seminars to these areas. The 
courses are taught by partners, managers and su­
pervising seniors, and most of the material is de­
veloped in-house. (Audit training is received 
through AICPA programs and on-the-job ex­
posure.)
We have found the program to be a tremendous 
success. The feedback from the staff is very posi­
tive, and several worksheets and forms have re­
sulted which we have been able to use in solving 
regular client problems. Also, an important by­
product of the seminars is that the firm finds out 
which individuals need practice in public speaking 
and can help them overcome any difficulties. We 
survey the staff after the final program to deter­
mine which courses should be added or elimi­
nated, and revise the program accordingly.
We anticipate that as our firm grows we will 
add other topics to the course structure. And per­
haps eventually, we will have a mini-seminar pro­
gram for experienced juniors and seniors.
-by William C. Skaryd, CPA
Cleveland, Ohio
The Quality of Life Seminar
The AICPA Management of an Accounting 
Practice Committee's first Quality of Life 
seminar on January 20-22, 1980, will be held 
at the Fairmont Hotel in Denver, not at the 
Marriott Hotel (see "Managing the Quality of 
Your Life" in last month’s issue of the Prac­
ticing CPA).
Hotel reservations should be made directly 
with the reservations department, Fairmont 




If you are being bombarded with requests for 
donations to various charities and wonder how 
legitimate some of them really are, there is a way 
you can find out.
The National Information Bureau, Inc., pub­
lishes a guide which summarizes hundreds of its 
reports on national philanthropical organizations.
This free booklet, Wise Giving Guide, can be 
obtained from the National Information Bureau, 
Inc., 419 Park Avenue South, New York, N.Y. 
10016.
Play It Again, Sid
Those people unable to spend two days at­
tending an Individual Income Tax Returns 
Workshop can now see and hear Sidney Kess 
present a one-day update of this course on 
videotape.
Mr. Kess’s video program consists of seven 
videotapes and the same manual used in the 
two-day workshop complete with filled-in 
sample returns, checklists, questionnaires, 
practice aids, etc.
The program focuses on recent tax develop­
ments and pertinent tax regulations as well as 
on tax planning methods for individuals, and 
will also review the more important basic tax 
principles, 1979 tax forms and recent IRS 
examination trends.
This course was created by Mr. Kess, na­
tional tax partner of Main, Hurdman & Cran­
stoun who has extensive knowledge and ex­
perience as a practitioner and teacher and is 
a leading consultant in tax training for the 
CPA. Other video programs featuring Mr. 
Kess are "Corporate Income Tax Returns” 
and "Managing Today’s Tax Practice.”
These video programs are available for 
viewing only through state societies. Each 
has eight hours recommended CPE credit.
For further information, contact your state 
society.
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(The) Shoemaker’s Children. (Obtaining guidance 
in small practice management.) Sheldon Ames. 
November 1979, p. 2.
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James W. Grimsley.
September 1979, p. 1.
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Review Reports. October 1979, p. 4.
Summer Jobs. (Child labor regulations.)
July 1979, p. 4.
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If You Are. June 1979, p. 7.
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Jake L. Netterville. March 1979, p. 3.
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July 1979, p. 3.
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August 1979, p. 1.
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